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Gross profit 




Net income 

before income taxes . 

Provision for 
income taxes 


Net earnings 

after income taxes 

Earnings per share 
before taxes 


Income taxes per share . 

Earnings per share 
after taxes . 


$4,137,156.66 

$3,583,896.60 

• 

$3,060,002.49 

1,262,200.86 

1,066,392.17 

969,976.95 

618,413.46 

461,582.12 

357,366.57 

643,787.40 

604,810.05 

612,610.38 

1.80 

1.52 

1.38 

00 

00 
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STOCK 


O L D E R S 


FOR THE YEAR 1951 

I 


The Annual Meeting 

The annual meeting of stockholders will be held on March 25, 1952. A 
formal notice of this meeting, together with proxy and proxy statements, 
will be mailed to each stockholder on or about February 21, 1952, at which 
time proxies will be solicited by the management. 

The information herein contained is published solely for the benefit 
of the company’s stockholders. No statement in this booklet is made for 
the purpose of inducing the purchase of securities issued by the company. 


DR. PEPPER COMPANY 
5523 East Mockingbird Lane 

DALLAS, TEXAS 
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TO THE STOCKHOLDERS 

Dallas, Texas, February 20, 1 952 


As a stockholder of Dr. Pepper Company you are un¬ 
doubtedly interested primarily in learning two things 
from this annual report. First, the net earnings of your 
company in 1951 and, second, some indications as to 
the soundness of your company and its future growth 
possibilities. 

Obviously, the figures set out in this report will re¬ 
veal the financial facts. The conditions under which 
your company operated in 1951, however, are not re¬ 
vealed by the figures; and, since they cast an important 
reflection on the results obtained, we shall outline 
them here briefly. 

Throughout 1951 there were continuing increases in 
overall operating costs. Raw materials, wages, and 
other operating costs climbed higher last year, and 
taxes took a sharp jump, which alone amounted to an 
increase of 22^ per share, or an increase of 33%. 

Another important factor concerns the sales price 
of all soft drinks. O.P.S. approved an increase in prices 
during 1951. Approximately one-third of the industry 


has revised its price structure upward, and a gradual 
adjustment in prices appears to be taking place. 

Despite these conditions, your company’s earnings, 
before taxes, were $1.80 per share in 1951 as compared 
to $1.52 per share in 1950, an increase of 18%. Net 
earnings in 1951 were 92^, compared with 86^ in 1950, 
an increase of 6£, or 7%. 

These gains resulted from the continued improve¬ 
ment in the efficiency of our operations and further 
expansion of Dr. Pepper sales volume. Net sales in¬ 
creased 15% in 1951. 

Due to the vast expansion possibilities of the indus¬ 
try, and of Dr. Pepper particularly, your company is 
continuing to make larger investments in advertising 
and sales promotion each year. It is our belief that both 
Dr. Pepper volume and earnings, before taxes, will 
continue to show consistent progress. 

To our employees, customers and stockholders, we 
wish to express our sincere appreciation for your con¬ 
tinued interest and aggressive support in the profitable 
expansion of Dr. Pepper. 


President Chairman of the Board 
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PRODUCTION 
AND RESEARCH 


Dr. Pepper bottlers established a new production 
record during 1951 with an increase of 119% in 
plants receiving a 100% rating for the year. The 
installation of water treating equipment played a 
very important part in bringing about these im¬ 
provements. Better housekeeping also contributed 
to the progress of many plants. The standards of 
product uniformity are the highest they have ever 
been in the history of the company. Much of the 
credit for this progress also goes to the excellent 
work of field production men. 



* 







Keeping abreast in an industry that is continually 
experiencing the use of new methods and machinery 
calls for constant research. One important result 
from this work was a change in the color of the Dr. 
Pepper bottle from clear white to a tinted green, 
adding to its appearance and giving greater protec¬ 
tion to "that distinctive Dr. Pepper flavor.” Con¬ 
tinuous research is being done not only on raw ma¬ 
terials but also in the field of automatic vending 
on both bottle and cup machines. 

























Jackson, Tennessee Bloomington, Indiana Newport News, Virginia 
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SALES AND MARKETING 



Our vending program is becoming a highly im¬ 
portant phase of the rapid development of Dr. Pep¬ 
per. Automatic vendors are opening the door to new 
distribution that is accounting for a substantial vol¬ 
ume of our business. They are being recognized 
more and more as effective selling tools in an ex¬ 
panding, competitive market. 



Consistent sales promotion pays good returns. The 
accelerated Dr. Pepper marketing program in ’51, 
enhanced by aggressive participation by Dr. Pepper 
bottlers, produced highly satisfactory results. 


S A M P L I N 


Sampling .. . one of the oldest forms of promotion, 
remains today one of the best means of building and 
sustaining sales volume. Dr. Pepper 1951 sampling 
activities were aimed at both dealers and consumers. 
A frosty cold Dr. Pepper and a "reason why" pre¬ 
sented by the Dr. Pepper salesman, gained new 
drinkers among dealers and clerks. Carton sampling 
of the home market was effective in building greater 
consumer demand. 
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The essence of Dr. Pepper development is found in the efficient appli¬ 
cation of vending, merchandising, advertising, incentives and manage¬ 
ment. Around these cardinal principles the sales and marketing pro¬ 
grams of 1951 were advanced, activated and consummated. 


■■■■■■ 



EW BOTTLE 


Good packaging is good merchandising. The new 
Dr. Pepper green bottle, highlighting the new trade¬ 
mark, was enthusiastically received in the trade dur¬ 
ing 1951. The new' look of the Dr. Pepper package 
won the praise of both dealers and consumers. 



Intensified fountain merchandising by an aggressive 
field sales organization rounded out 1951 with a 
year of substantial gain. Cup vending accounts con¬ 
tributed a sizeable volume of business in ’51 and 
hold even greater promise in 1952. 
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ADVERTISING AND SELLING 


It can be said that Dr. Pepper advertising and selling 
effort in 1951 was more closely coordinated than ever 
before. Markets were carefully analyzed and adver¬ 
tising dollars were appropriated in a manner con¬ 
sidered best for immediate local sales results. The Dr. 




A R K E T I N G 


There have been marked trends in the soft drink 
industry for a number of years which became even 
more obvious in 1951. Automatic vending has be¬ 
come a major factor in the sale of soft drinks, and 
experience gained in this field indicates that it wil 1 
become even more significant in the future. 

Another industry trend noted in 51 was the in¬ 
creased demand for soft drinks in larger unit pack¬ 
ages. While six-bottle cartons still represent a ma¬ 
jor portion of the home market business, they are 
proving inadequate in supplying the growing de¬ 
mands of the home market which represents 45% of 
all soft drinks sold. In 1951 bottlers saw greater 
quantities of Dr. Pepper being sold for home deliv¬ 
ery in 24-bottle units. In some markets a new’ 12-bot¬ 
tle package was introduced, thereby increasing the 
’’take-home” supply of Dr. Pepper. 

In 1951 Dr. Pepper moved into a more favorable 
position in retail outlets through the use of attrac¬ 
tive display racks. Bottlers found display space 
easier to get and Dr. Pepper carton sales more fre¬ 
quent through the use of racks. Cartons, display 
racks and vendors, placed in good locations, are 
effective advertising in themselves because they pro¬ 
vide good trademark identification at point-of-sale. 

The important conclusion that can be made about 
Dr. Pepper advertising and merchandising in 1951 
is that it produced the greatest peace-time sales vol¬ 
ume in our history, as well as some valuable experi¬ 
ence on which to base our plans for 1952. 
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Pepper Company channeled the bulk of its advertis¬ 
ing and selling efforts into markets with product 
availability in order to boost sales volume to a more 
profitable level. Bottlers were encouraged to expand 
local distribution through the use of automatic vend¬ 
ing equipment and to create new Dr. Pepper drinkers 
through the medium of sampling. 


EWSPAPER 


Dr. Pepper advertising continued to appear in full- 
color in comic sections of Sunday newspapers to get 
the maximum spread of circulation and to reach the 
entire family. The importance of developing more 
Dr. Pepper ’'take-home” volume was recognized 



5.000%' 

"DrPepper 

10-2-4" 
JINGIE CONTEST 

aim HMSM rm 2 UNI JINGU 

IO tHYM! WITH - K)U» _ 

'HlttmUH 4t Wt, MM 


grfl mm 

MAI tASi IUUI lx rtf tplHl 

4 


* • . 



DrPepper 

Makes holidays (Jappier! 

HSaSSSSS*? fi 



also in the use of weekday newspapers in which 
retail food advertisers invest more advertising dol¬ 
lars than in all other media combined. 



Beginning in September, 1951, the Dr. Pepper Com¬ 
pany started sponsorship of the Ted Husing Sports 
Roundup over more than sixty CBS stations 
throughout a "tune-in” area where product avail¬ 
ability justified this medium of advertising. 

Radio spot announcement schedules and other 
local use of radio, as well as the use of TV spots 
in selected television areas, supplemented the major 
CBS network radio program. Television was used 
more extensively in 1951 in many markets with 
some very excellent results. 
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P P E R 
S T A T 


C O 


D E C E 


P A N Y 

T OF 
B E R 


Current assets: 

Cash—whereof $13,508.09 restricted. 

U. S. Government obligations—at cost. 

Customers’ notes and accounts receivable (including $147,105.93 of condi¬ 
tional sales contracts covering vending machines sold to retail outlets) . $ 395,422.50 


Less allowance for doubtful accounts. 48,346.09 

Amounts receivable from bottlers under vending machine conditional sales 

contracts ( note 2). 1,085,625.15 

Less unrealized mark-up included therein ($116,509.11) and allowance 

for repossession losses ($27,700.43). 144,209.54 

» 

Due from officers and employees.. . 

Other receivables. 

Inventories—at the lower of cost or market. 

Prepaid expenses. 


Total current assets. 

Sundry notes receivable (including accrued interest): 

Customer’s note due more than one year from December 31, 1951 . . . . 31,311.54 

Notes arising from sales of fixed assets. 73,462.50 

104,774.04 


Less allowance for doubtful accounts. 50,000.00 

Investment in and advances with respect to 

Dr. Pepper de Mexico, S. A.—at cost. 

Other investments—at cost: 

Cash surrender value of life insurance policies. 26,756.70 

Other investments. 13,000.00 


Property, plant, and equipment, less accumulated allowance for depreciation, 
$1,241,291.53, and customers’ deposits (on bottles and cases) $112,185.94 

Formulae, franchises, and trademarks—at nominal value. 


See accompanying notes to financial statements. 
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$ 204,171.11 
1,520,000.00 


347,076.41 

941,415.61 

11,805.65 

81,601.70 

1,320,225.62 

205,366.47 

4,631,662.57 


54,774.04 

20,618.56 


39,756.70 

3,961,747.18 

4.00 

$8,708,563.05 













































LIABILITIES 


Current liabilities: 

Accounts payable—trade creditors. j 109,233.39 

Remittance due bank for collections on vendor contracts sold. 13,508.09 

Current installments due on First Mortgage Bond. 82,891.22 

Accrued expenses—taxes, etc. 42,606.71 

Federal and state income taxes. 621,025.00 

Notes payable to bank, secured by vending machine conditional sales con- 

tracts (note 2). 1,400,332.42 

V ending machine purchase contracts payable to bank—secured (note 2) . . 116,456.08 

Total current liabilities. 2,386 052 91 

Interest on vending machine conditional sales contract—unearned 

at December 31, 1951 . 42,544.86 

First Mortgage Bond Payable (note 1).$1,646,294.82 

Less installments due within one year from December 31, 1951 .... 82,891.22 1,563,403.60 

Capital stock (common)—authorized 800,000 shares of no par value, whereof 

700,000 shares issued and outstanding. 1,469 589 50 

Retained earnings . 3,246,972.18 

Commitments (note 4). 

Contingent liabilities (note 5). 


$8,708,563.05 














































DR. PEPPER CO. AND SUBSIDIARIES 
CONSOLIDATED STATEMENT OF 
EARNINGS AND RETAINED EARNINGS 
YEAR ENDED DECEMBER 31, 1951 


Gross profit on sales. 

Administrative, marketing, and general expenses .... 

Operating profit. 

Miscellaneous income (including interest of $57,853.16) . 

Less Miscellaneous charges (including interest of $99,311.70) 

Earnings before taxes on income. 

Federal and state taxes on income. 

Net earnings. 

Consolidated retained earnings, December 31, 1950 . . . 

Dividends paid by Dr. Pepper Company ($.60 per share) . 
Consolidated retained earnings, December 31, 1951 . . 

See accompanying notes to financial statements . 


$4,137,156.66 
2,874,091.05 
1,263,065.61 
130,267.62 
1,393,333.23 
131,132.37 
1,262,200.86 
618,413.46 

643,787.40 

. .# 

3,023,184.78 

3,666,972.18 

420,000.00 

$3,246,972.18 


NOTES TO FINANCIAL STATEMENTS 


J. First Mortgage Bond 

Substantially all assets of Dr. Pepper Company, in¬ 
cluding its investment in wholly-owned subsidiaries 
consolidated in the foregoing balance sheet, have been 
pledged to secure the First Mortgage Bond under 
Trust Indenture dated December 22, 1947, between 
Dr. Pepper Company and T. L. Bradford, Jr., Trustee. 
This bond is payable to Southwestern Life Insurance 
Company, Dallas, in 184 remaining monthly install¬ 
ments of $11,599.19 each, including principal and 
interest at 31/2% per annum. 

2. Vending Machine 

Conditional Sales Contracts 

Vending machines are sold, at a nominal mark-up, 
to franchised bottlers of Dr. Pepper Company by a 
wholly-owned subsidiary, Dr. Pepper Finance Cor¬ 
poration. Placement is usually made under conditional 
sales contracts specifying installment payments de¬ 
signed to pay them out within 36 months as to some, 
and within 24 months as to others (referred to as 


"36-month” and "24-month” contracts, respectively). 

The "36-month” contracts are pledged to secure 
loans from bank; the "24-month” contracts are sold to 
bank with obligation to repurchase under certain 
conditions. The Dr. Pepper Company is guarantor of 
these obligations to bank. At December 31, 1951, the 
outstanding "36-month” contracts with outside bot¬ 
tlers amounted to $1,085,625.15. These contracts, to¬ 
gether with similar contracts with bottler subsidiaries 
(which have been eliminated against the correspond¬ 
ing inter-company liabilities in the accompanying con¬ 
solidated balance sheet) were pledged to secure notes 
payable to bank of $1,400,332.42. Approximately 
$500,000.00 was outstanding on the "24-month” con¬ 
tracts sold to bank at that date, including $116,456.08 
payable by bottler subsidiaries of Dr. Pepper Company 
secured principally by machines rented to retail out¬ 
lets and included in the consolidated balance sheet as 
property, plant, and equipment. 

The loan agreement with bank requires monthly 
remittance of all collections on the "36-month” con¬ 
tracts, plus interest on the bank loan. It provides that 
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Peat, Marwick, Mitchell & Co. 

The Board of Directors 
Dr. Pepper Company: 

We have examined the consolidated statement of financial position of Dr. Pepper Company and 
Subsidiaries as of December 31, 1951 and the related consolidated statement of earnings and retained 
earnings for the year then ended. Our examination was made in accordance with generally accepted 
auditing standards, and accordingly included such tests of the accounting records and such other audit¬ 
ing procedures as we considered necessary in the circumstances. 

In our opinion, the accompanying consolidated statement of financial position and consolidated 
statement of earnings and retained earnings present fairly the financial position of Dr. Pepper Com¬ 
pany and Subsidiaries at December 31, 1951 and the results of their operations for the year then ended, 
in conformity with generally accepted accounting principles applied on a basis consistent in all 
material respects with that of the preceding year. 

PEAT, MARWICK, MITCHELL & CO. 

Dallas, Texas, February 9, 1952 




the finance corporation shall be required to remove 
from the collateral and pay the bank an amount equal 
to the principal balance of such contracts as shall be 
found to be subject to certain conditions, including 
default (as that term is defined in the agreement) of 
an installment for 90 days. At December 31, 1951, 
approximately $280,000.00 (principal balance) of such 
contracts were subject to this removal provision. 

The finance corporation is obligated to effect col¬ 
lections of the "24-month” contracts sold to bank and 
to remit them monthly. 

Gross mark-up on "36-month” plan sales is taken 
into income by the finance corporation on the install¬ 
ment basis. At December 31, 1951, unrealized mark-up 
on such sales to outside bottlers was $116,509.11 and 
is reflected on the consolidated balance sheet as a de¬ 
duction from the related conditional sales contracts 
receivable. Gross mark-up on "24-month” plan sales 
by the finance corporation and on sales to retail out¬ 
lets by the bottling subsidiaries of the Dr. Pepper Com¬ 
pany is taken into income at time of sale. 

3. Pension Plan 

The Dr. Pepper Company and its wholly-owned 
subsidiaries have in effect a pension plan for the benefit 
of their employees. As of December 31, 1951, there 
was a remaining balance with respect to past service 
cost of $10,950.50. The companies expect to continue 


the plan indefinitely but have reserved the right to 
amend or discontinue it at any time. Costs and ex¬ 
penses for the year include payment of $68,138.58 to 
the Pension Trust Trustee with respect to current and 
past services of covered employees. 

4. Commitments 

On November 2, 1951, the Company entered into 
a ten-year lease, at an annual rental of approximately 
$17,500.00, for certain plant facilities located in Balti¬ 
more City, Maryland, to be used as a syrup plant. The 
rental period begins February 1, 1952, and it is ex¬ 
pected that operation of the syrup plant will start 
shortly thereafter. The Company has an option to 
renew for an additional ten years on substantially the 
same terms. 

5. Contingent Liabilities 

The Company is defendant in a suit for damages in¬ 
volving cancellation of a Dr. Pepper Bottler’s License 
Agreement. The outcome of this suit, while presently 
not determinable, is not expected to have any material 
effect upon the financial position of the Company. 

Vending machine conditional sales "24-month” con¬ 
tracts sold to bank, with obligation to repurchase under 
certain conditions, amounted to approximately $500,- 
000.00 at December 31, 1951, including $116,456.08 
owed by bottler subsidiaries (see note 2). 
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ASSETS 


Current assets: 

Cash and U. S. Government securities. 

Notes and accounts receivable. 

Vendor contracts receivable. 

Inventories.. . . . 

Prepaid expenses. 

Total current assets. 

Notes receivable, due more than one year from date, other 
than vendor contracts. 

Investments, etc. 

Property, plant and equipment—net. 

Formulae, franchises and trade-marks. 


LIABILITIES 


Current liabilities: 

Accounts payable and accrued expenses. 

First Mortgage Bond—current installments. 

Provision for taxes on income. 

Notes payable to bank. 

Total current liabilities. 

Unearned interest on vendor contracts receivable . . . . 

First Mortgage Bond—installments due subsequent to one 
year after date. 

Capital stock. 

Retained earnings. 


DEC. 31, 1951 


$1,724,171.11 

440,483.76 

941,415.61 

1,320,225.62 

205,366.47 

4,631,662.57 

54,774.04 
60,375.26 
3,961,747.18 
4.00 

$8,708,563.05 


$ 165,348.19 
82,891.22 
621,025.00 

1.516.788.50 

2,386,052.91 

42,544.86 

1,563,403.60 

1.469.589.50 
3,246,972.18 

$8,708,563.05 


DEC. 31, 1950 


1,174,378.24 

431,962.81 

682,256.96 

1,630,638.50 

191,831.75 

4,111,068.26 

86,325.40 

57,353.56 

3,619,359.64 

4,00 

7,874,110.86 


185,938.51 

80,044.36 

461,582.12 

984,075.87 

1.711.640.86 
23,400.90 

1,646,294.82 

1,469,589.50 

3,023,184.78 

7.874.110.86 


DEC. 31, 1949 


1,318,268.30 

522,996.68 

752,956.36 

282,503.05 

2,876,724.39 

90,113.88 

58,325.76 

3,521,802.02 

4.00 

6,546,970.05 


78,004.88 

77,295.19 

357,366.57 


512,666.64 

1,726,339.18 

1,469,589.50 

2,838,374,73 

6,546,970.05 


NOTE: See notes to financial statements. 



































































































